programming to their viewers. Small cable television systems are at a disadvantage
competing with DBS systems or other telecommunications entities that have the ability to

transmit hundreds of video signals.

The TelQuest applications are in aid of a DBS system that, as part of its business
plan, will enable small cable systems, wireless cable systems, and small telephone companies
to provide subscribers with a competitive alternative to other technologies. A small cable
system will be able to receive multiple channels of digitally compressed programming and,
using vacant channel capacity, or with a modest investment in plant to upgrade capacity,
provide the programming to subscribers. The result is the equivalent of an instant expansion
of channel capacity. No investment in costly compression technology is needed. Little or no
investment in cable plant is needed. The cable operator would merely install set-top boxes to
decompress and convert digital to analog signals. A cable system using these compressed
signals would make a choice of programs, and manage its own marketing program and
subscriber billing. TelQuest intends to use open architecture hardware, allowing consumers
to buy from a greater number of manufacturers and distributors. This proposal is,

essentially, a further refinement of TCI’s original concept of Headend in the Sky ("HITS").

CATA'’s position on the TelQuest system is consistent with its comments in the recent
Advanced Communications Corporation proceeding. There we emphasized that our support
of Advanced was in furtherance of the eventual deployment on the Primestar satellite for use

in offering HITS. We noted that a focal point of Commission activity for many months had



been to alleviate the regulatory burdens on small cable systems to enable them to attract the
capital necessary to compete with other multi-channel video providers. HITS would make
such competition possible and we continue to support that proposal. We note that Western
TCI has filed a similar application with the Commission and CATA intends to support that
application as well. Both TelQuest and HITS are designed to enable small cable systems,
among others, to deliver packages of compressed digital programming to their subscribers.
This permits systems to tailor these packages of programs to the system’s individual needs
and capacities. Without the ability to obtain such service, small and rural systems simply

cannot compete with other multi-channel video providers.

TelQuest would provide competition to other DBS systems, enable small cable

systems to compete with DBS systems, wireless systems and telephone companies, and

permit wireless systems to compete with DBS, cable and LMDS systems. Thus this proposal

would provide an infrastructure that would facilitate competition across all current multi-

channel video industries.

By granting the above-captioned applications, the Commission would be promoting
widespread competition. It has been CATA’s position that, given the opportunity to
compete, small cable systems will not only survive, but prosper. Of course, the ultimate

beneficiary of competition is the public.



CATA strongly supports the TelQuest applications and urges the Commission to give

it favorable and expeditious consideration.

April 26, 1996
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Respectfully submitted,
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James H. Ewalt

CABLE TELECOMMUNICATIONS
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Third, no matter how many channels a consumer has, he or she is not well served if there
is no local programming. It is vital that in the rush to provide more and more quantity,
companies not lose track of quality. TelQuest business plan includes integrating an
independent provider’s local programming with digital, compressed national
programming. Once again, consumers win - they get high-quality programming,
including their local favorites, without paying higher rates.

Fourth, companies that can provide direct-to-home service, as TelQuest will be able to,
further the goals of universal service. Ten of thousands of consumers are unable to
benefit from the advances of subscription television because of insufficient penetration or
line-of-sight restrictions. DTH service eradicates those barriers. Once again, the more
players competing to offer this kind of service (particularly when they are teaming up
with a local provider), the better.

The Television Viewers of America actively supported the Telecommunications Act of
1996. We continue to support the goals of that legislation by continuing to fight for
increased competition in all communications markets.

We see TelQuest’s application as a logical extension of bringing about that competition.
I strongly urge the Commission to grant TelQuest a license to provide this service.

President
Television Viewers of America

cc:  Tom Tycz
Joslyn Read
Troy Tanner
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Mr. William F. Caton

Acting Secretary

Federal Communications Commission
2000 M Street, NW

Washington, D.C. 20006

RE: Applications of TelQuest Ventures, L.L.C. for authority to establish earth stations
for operation with Canadian DBS satellites, File Nos. 758-DSE-P/L-96 and 759-
DSE-L-96

Dear Mr. Caton:

As a member of the White House Conference on Small Business, 1 helped define the
goals and priorities of America’s small businesses at last summer’s conference. One of the
highest priorities we set was increased competition in the communications industry.

The first major step toward meeting that priority was the passage of the
Telecommunications Act of 1995, a piece of legislation of the Conference strongly supported.
The next step is seeing the intent of the legislation through and giving more companies a chance
to compete in the communications industry.

I believe that TelQuest, as an entrepreneurial venture, will help level the playing field
for smaller service providers. This kind of competition is exactly what the Act was intended
to promote and precisely the sort of initiative the Conference hoped for when it endorsed passage
of the legislation.

The entrance of companies like TelQuest into the video programming market will help
ensure small businesses are able o compete effectively. With TelQuest in the market, smaller
companies will be able to offer the same services as the large cable companies and at
competitive prices. Independent cable companies will have access to affordable national
programming without folding into one of the large cable conglomerates.

R:AWPRDOCS\§\01 file\64 771



Mr. William F. Caton
Page 2

Keeping small businesses competitive in the market has benefits for consumers as well.
More competition means consumers have more choices, forcing prices down.

I support TelQuest’s application with the FCC and hope that more companies will follow
TelQuest’s lead in developing business models that allow for more participation by small
businesses.

Sincerely,

Y N IS

Joanne J. Doherty

HAWPDOCE 01 fike\64 771
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TERRY NEESE

PERSONNEL SERVICES

Mr. William F. Caton .
Acting Secretary RECE!\/ED

Federal Communications Commission

2000 M Street, NW 'APR 2 6 1996
Washington, D.C. 20006 '
» TIONS COMMISSIO™
mL%‘%&cmw

April 26, 1996

Re: Application of TelQuest Ventures, L.L.C. for Authority to
Establish Earth Stations for Operation with Canadian DBS
Satellites, File Numbers - 758-DSE-P/L & 759-DSE-L-96

Dear Mr. Caton:

I am writing as a past-president of the National Association of
Women Business Owners (with over 30,000 members) and a small
business owner, to ask you to approve TelQuest’s application to offer
digital video programming.

As an entrepreneurial start-up company offering consumers a
choice of cable programming, TelQuest plans to offer the type of
competition envisioned by the authors of the Telecommunications Act
of 1996. In fact, companies like TelQuest represent the future of
communications in forging the way for other independents to enter
markets formerly barred to all but large, generously capitalized
corporations.

TelQuest’s services will allow smaller, independent cable
companies to integrate local programming with affordable, digital,
national programming and thus be able to effectively compete in the
market. The presence of a company providing digital, compressed
programming also lowers entry barriers and start-up costs for smaller
companies. The net result: more businesses get a chance to compete
and consumers benefit from a choice of affordable cable programming.

As a small business owner, I am well aware of the obstacles
facing small businesses today. It is critical to allow all

[Permanent & Temporary Personnel

ZTUINW 39TH

OKLAHOMA CITY. OK 73112 . PHONE 405-832-85851 . FAX 305-822-2840



communications providers to enter markets under the same rules and
at the same time. That’s the fastest, fairest way to spur real
competition and to minimize bureaucratic delays.

Small business is the engine driving American jobs and economic

growth. We simply cannot afford to wait any longer for the benefits of
the communications revolution: lower prices, new services and greater

access.

Thank you for your consideration. Please do not allow the cable
companies to use this application as a way to further delay true
competition in the video programming market.

Respectfully submitted,

e

Terry Neese”
Past President ,
National Association of Women Business Owners

TN/sn
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Delivered by hand
Mr. William F. Caton
Acting Secretary
Federal Communications Commission
2000 M Street NW

Washington, D.C. 20006

Re: Applications of TelQuest Ventures, L.L.C. for aushority to establish earth stations for
operation with Canadian DBS satellites, File Nos. 758-DSE-PL-96 and 759-DSE-L-96

Dear Mr. Caton:

I am writing in support of an application by TelQuest Ventures, L.L.C. to provide
satellite video programming services to small business competitors in the cable
marketplace. Allowing a company like TelQuest to enter the market benefits small
business owner like myself and follows the competitive mandate set out by the
Telecommunications Act of 1996.

Last summer, nearly 2,000 small business owners myself met at the White
House to highlight the key issues for small businesses. One of our top priorities was
communications reforms that increased competition. Now that reform legisiation has
passed, ] am encouraged to see companies like TelQuest entering markets and providing
additional competition.

TelQuest’s entrance into the market is a double win for small businesses. First, I always
cheer when an entrepreneurial venture challenges the dominance of larger companies.
TelQuest’s attempt to enter the market is a strong indication that the satellite TV
market isn’t for established names only.

7310 North 162k Server o Suite 200 ¢ Phoenix, Arinona 85020 » (602) 943-1984 © Facsimile: (6027 943-4869



Second, and equally important, TelQuest’s business model allows smaller, indepeadent
service providers to thrive in a competitive eavironment without becoming an affiliate of
a larger cable company. Independent providers need access to digital, national
programming in order to match larger companies in channel capacity and price, without
giving up their unique Jocal programming.

Satellite television programming is a market with tremendous potential for small
business. Approving TelQuest’s application means more opportunities for small and
growing businesses in this critical field.

Sincerely,

Aot Q. Qlrakioa)

Sandra A. Abalos
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Mr. William F. Caton

Acting Secretary FEDERAL COMMUNICATIONS COMMISSION
Federal Communications Commission OFFICE OF SECRETARY
2000 M Street, NW

Washington, D.C. 20006
Dear Mr. Caton:

Re: Applications of TelQuest Ventures, L.L.C. for authority to establish earth stations for
operation with Canadian DBS satellites, File Nos. 758-DSE-P/L-96 and 759-DSE-L-96

As a member of the White House Conference on Small Business, I helped define the goals and
priorities of America’s small businesses at last summer’s conference. One of the highest priorities
we set was increased competition in the communications industry.

The first major step toward meeting that priority was the passage of the Telecommunications Act of
1995, a piece of legislation the Conference strongly supported. The next step is seeing the intent of
the legislation through and giving more companies a chance to compete in the communications

industry.

1 believe that TelQuest, as an entrepreneurial venture, will help level the playing field for smaller
service providers. This kind of competition is exactly what the Act was intended to promote and
precisely the sort of initiative the Conference hoped for when it endorsed passage of the legislation.

The entrance of companies like TelQuest into the video programming market will help ensure small
businesses are able to compete effectively. With TelQuest in the market, smaller companies will be
able to offer the same services as the large cable companies and at competitive prices. Independent

cable companies will have access to affordable national programming without folding into one of
the Jarge cable conglomerates.

Keeping small businesses competitive in the market has benefits for the consumer as well. More
competition means consumers have more choices, forcing prices down.

1 support TelQuest’s application with the FCC and hope that more companies will follow
TelQuest’s lead in developing business models that allow for more participation by small
businesses.

Sincerely,

2ol dd

Lynne Behnfield

5301 Central NE - Suite 1520 - Albuguerque. NM 87108 - Phone {SO5) 255-7563 - Fax (505) 285-0142 Internet: imatrix@rt66.com
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Defivered by Hand

Mr. William F. Caton FEDERAL COMMUNIGATIONS COMMISSIOHN
Acting Secretary OFFICE OF SECRETARY

Federal Communications Commission

2000 M Street NW

Washington, DC 20006

Dear Mr. Caton:

Re: Applications of TelQuest Ventures, L.L.C. for authority to establish earth stations for operation with
Canadian DBS satellites, File Nos. 758-DSE-P/L-96 and 759-DSE-L-96

As a member of the White House Conference on Small Business, 1 helped define the goals and priorities
of America’s small businesses at last summer’s conference. One of the highest priorities we set was
increased competition in the communications industry.

The first major step toward meeting that priority was the passage of the Telecommunications Act of 1995,
a piece of legislation the Coafereace strongly supported. The next step is seeing the intent of the
legislation through and giving more companies a chance to compete in the communications industry.

I believe that TelQuest, as an entrepreneurial venture, will help level the playing field for smaller service
providers. This kind of competition is exactly what the Act was intended to promote and precisely the sort
of initiative the Conference hoped for when it endorsed passage of the legislation.

The entrance of companies like TelQuest into the video programming market will help ensure small .
businesses are able to compete effectively. With TelQuest in the market, smaller companies will be able to
offer the same services as the large companies - and at competitive prices. Independent cable companies
will have access to affordable national programming without folding into one of the large cable
conglomerates.

Keeping small businesses competitive in the market has benefits for consumers as will. More competition
means consumers have more choices, forcing prices down.

I support TelQuest’s application with the FCC and bope that more companies will follow TelQuest’s lead
in developing business models that allow for more participation by small businesses.

(3lphas

Carolyn W. Stephens
President

Sincerely,
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2000 M Swest, NW
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Dear Mx. Caton:

Ra: Applicasions of TelQuast Ventwras, LL.C. far authority to casablich earth stations for
operation with Canadian DBS sasellites, Pls Nos. 758-DSE-P/L-96 and 759-DSE-L-96

As s member of the White Howse Confiranse on Scall Business, I helped define the
goals and priorides of America’s small businssses ot lost sussaner’s confirence. One of
the highest prierities we set was increased competition in the communications industry,

The first major step toward mesting thet pricsity was the passage of the
Telecommunications Act of 1995, a piece of legislation the Conference strongly
supported. The next step is secing the intent of the laglelation fhrough and giving more
companies s chance to compete in the commeunications industry.

I believe that TelQuest, as an estreprenowrial venture, will halp lovel the playing ficld for
smaller service providers. This kind of competition is enactly what the Act was intended
to promots and precisely the sort of initistive the Conference boped for when it endorsed
passage of the legislation

The entrance of companies Hie TelQuest into the video progrumeming mashet will belp
ensure small businesses are sble 10 compee efhedively. With TolQuest in the maskst,
smalles companies will be shic 1o offer the same serviees as the large cable compales -
and at coppetidive prices. Independent cuble compenies will have sccess to affordabic
netional programming without folding ito cac of the lasge cable conglomerstes.

Keeping small businesses competitive in the masiat has benafits for consumer a5 well.
More competition mesns consumers have mere cholces, forcing prices down.,

1 support TelQuest's spplication with the FOC and hepe that more companies will follow
TelQuent's Jead in developing business models that sllow for more participstion by small
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April 24, 1996
M. William F. Caten
Acting Secrewry o RECEIVED
T

’ 15 COMMIESC
RE: 798-DSE-P/L-9 and 799-DSE-L9 FEDERAL GO éicg'c?ém
Dest Mr. Caton:
lmmgwwuwﬁmﬂdbdeQme,L.LC for a license to
provide subscription television service.

The satellite telovision market is a critical cutiing odge fieid. As the merket matures and
changes in sccordamce with new legisiation and regulations, it is imperative that small
businesses have an opportunity to compete.

After examining TelQuest's business plan, I arm confident that its entrance into the market
will eshance small businssses opportusity to campete. A host of companies - from
existing and new wireline and wireless cable providers, 1o phose companies and utilities -
- now have clearanos to enter the subscription slevision matket. TelQuest will give these
new players 2 way to compete with the established industry leaders.

As 3 small business owner, ] kmow the requiresnents for smrting a business: rensonsble
surt-up costs, high-quality products and competitive pricing schodules. This is especially
true in a business as risky es satellite teievision. Purtasring with & company thet can
reduce the start-up costs and deliver quality progremming ot affordable prices is one of
&e:ﬂymlmdmﬁdmmmndmmvﬁl!mnm. TelQuest is one
such company.

High-tech industries move quickly and Jeave small windows of eppornmity. I wge the
FCC to grant TelQuest’s spplication and give small businssses an opportunity to
compete.

Respectfully submiteed,

ﬁ 48 (&’toa?f./

Voice-Tel of Michigan ¢ 31033 Schoolcraft Road ¢ Livonia, Michigan 48150 e 313/458-5110 * Fax: 313/458-2835
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OFFICE OF SECRETARY

Mr. William P. Caton

Acting Secretary ’ _
Federal Communications Commission
2000 M Street, NW

Washington, D.C. 20006

Dear Mr. Caton:

RE:  Application of TelQuest Ventures, L.L.C. for authority to establish earth stations for
operation with Canadian DBS satellites, File Nos. 758-DSE-P/L-96 and 759-DSE-L-96

I am writing on behalf of TelQuest, an energetic, start-up telecommunications firm that typifies
the American entrepreneurial spirit. Unfortunately, this remarkable young company has run up
against a typical obstacle -- opposition from monolithic, long-established cable corporation and

future competitor.

TelQuest has applied to the FCC for an uplink license for its earth stations. That license will
enable TelQuest to provide competitive Direct Broadcast Satellite service and programming,
lowering the threshold for market entry by smaller, independent companies. The start-up costs to
these firms would be modest and in return they would receive a broad array of high quality
programming. In other words, TelQuest would let the little guys compete.

Which is why the big guys are opposing the TelQuest license so aggressively.

As a small business owner, I sympathize with the expensive David and Goliath battle TelQuest is
being forced to fight. This fight is unnecessary. TelQuest is a good company with a8 worthy
product that would benefit consumers as well as our economy. Depriving this company of a
license is of no benefit to anyone except the cable giants.

Most of the great communications inventions of our time were created in the garages and
workshops of bright, young entrepreneurs. Iurge you to give TelQuest a fighting chance to join
those ranks by approving their application for license.

andra Hemandez Adams
President
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VM (919) 517-2509 Apeil 26, 1996
TAPR 2 6 1996
Mr. William F. Caton
Acting Secretary TIONS CONISEIT
Foderal Communications Commission FEDERA ngﬁﬁgﬁ R.'{ﬂ\’
2000 M. Street, NW

Washington, D.C. 20006

Re: Applications of TelQuest Ventures, L.L.C. for authority to establish ecrth stations for operation with
Canadian DBS satellites, File Nos. 758-DSE-P/L-96 and 759-DSE-L-96

Dear Mr. Caton:

1 am writing in support of an application by TelQuest Ventures, L.L.C. to provide satellite video
programming services to small business competitors in the cable marketplace. Allowing a company like
TelQuest to enter the market benefits small business owners like myself and follows the competitive
mandate set out by the Telecommunications Act of 1996.

Last summer, pearly 2,000 small business owners, including myself, met at the White House to highlight
the key issues for small business. One of our top priorities was commuaication reforms that increased
competition. Now that reform legislation has passed, I am encouraged to see companies like TelQuest
enter markets and providing additional competition.

TelQuest's entrance into the market is a double win for small businesses. First, I always cheer when an
entreprencurial venture challenges the cominance of larger companies. TelQuest’s attempt to enter the
market is a strong indication that the satellite TV market isn’t for established names only.

Second, and equally important, TelQuest's business mode! allows smaller, independent service providers
to thrive in a competitive environment without becoming an affiliate of a larger cable company.
Independent providers need access to digital, national programming in order to match larger companies in
channel capacity and price, without giving up their unique local programming.

Satellite television programming is a market with tremendous potential for small business. Approving
TelQuest’s application means more opportunities for small and growing businesses in this critical field.

Very truly yours,
/z‘Utd ke y \L ARAA
Deirdre 1. Jersey % /‘
Principal
Dl)ls
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2000 M Street, NW

Washington, D.C. 20006

RE: Applications of TelQuest Ventures, L.L.C. for authorily to establish earth stations for
operation with Canadian DBS sateliites, File Nos. 758-DSE-P/L-96 and 789-DSE-L-96

Dear Mr. Canton:

| am writing in support of an application by TelQuest Ventures, L.L.C. to provide sateliite video
programming services to small business competitors in the cable marketplace. = Allowing a
company like TelQuest to enter the market benefits a small business owner like myself and
follows the competitive mandate set out by the Telecommunications Act of 1996.

Last summer, nearly 2,000 small business owners including myself met at the White House to
highlight the key issues for small businesses. One of our top priorities was communications
reforms that increased competition. Now that reform legislation has passed, | am encouraged
to see companies like TelQuest entering markets and providing additional competition.

TelQuest's entrance into the market is a double win for small businesses. First, | aiways cheer
when an entrepreneurial venture chaflenges the dominance of larger companies. TelQuest's
attempt to enter the market is a strong indication that the satellite TV market isn't for established
names only.

Second, and equally important, TelQuest's business model! allows smaller, independent service
providers to thrive in a competitive environment without becoming an affiliate of a larger cable
company. Independent providers need access to digitsl, national programming in order to match
larger companies in channel capacity and price, without giving up their unique local programming.

Sateflite television programming is a market with tremendous potential for small busifiess.

Approving TelQuest's application means more opportunities for small and growing businesses in
this critical field.

Sincerely, ! i
Vivian L. Shimoyama
President

1219 MORNINGSIDE DRIVE, MANHATTAN BEACH CAUFORNIA 90266
TEL [310) 545-5375 a FAX (310} 545-0574
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Mr. William F. Caton €0 =\ eD
Acting Secretary Rt
Federal Communications Commission R 26 9%
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Re: Applications of TelOuest Ventures, L.L.C. for authority 10 € sh earth stations for
operation with Canadian DBS satellites, File Nos. 758-DSE-P/L-96 and 759-DSE-L-96

Dear Mr. Caton:

I am writing in support of an application by TelQuest Ventures, L.L.C. to provide satellite video
programming services to small business competitors in the cable marketplace. Allowing a
company like TelQuest to enter the market benefits small business owner like myself and follows
the competitive mandate set out by the Telecommunications Act of 1996.

Last summer, nearly 2,000 small business owners including myself met at the White House to
highlight the key issues for small businesses. One of our top priorities was communications
reforms that increased competition. Now that reform legislation has passed, I am encouraged to
see companies like TelQuest entering markets and providing additional competition.

TelQuest's entrance into the market is a double win for small businesses. First, I always cheer
when an entrepreneurial venture challenges the dominance of larger companies. TelQuest's
attempt to enter the market is a strong indication that the satellite TV market isn't for established

named only.

Second, and equally important, TelQuest's business model allows smalier, independent service
providers to thrive in a competitive environment without becoming an affiliate of a large cable
company. Independent providers need access to digital, national programming in order to match
larger companies in channel capacity and price, without giving up their unique local programming.

Satellite television programming is a market with tremendous potential for small business.
Approving TelQuest's application means more opportunities for small and growing businesses in
this critical field.

Sincerely,

é’ﬁu a @,f ek

Stella Black
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Washington, DC 20006

Re: Applications of TelQuest Ventures, L.L.D. for authority to establish earth
stations for operation with Candaian DBS satellites, File Nos. 758-DSE-P/L-96 and
759-DSE-L-96.

Dear Mr. Caton:

This letter is in support of an application by TelQuest Ventures, L.L.D. to provide
satellite video programming services to small business competitors in the cable
marketplace. Allowing TelQuest to enter the market benefits small business owners
like myself and follows the competitive mandate set out by the Telecommunications

Act of 1996.

Last summer, nearly 2,000 small business owners including myself met at the White
House to highlight the key issues for small business. One of our top priorities was
communications reforms that increased competition. Now that reform legisiation has
passed, it is encouraging to see companies such as TelQuest entering markets and
providing additional competition.

Their attempt to enter the market is a strong indication that the satellite TV market
isn’t for established names only and their business model allows smaller, independent
service providers to thrive in a competitive environment without becoming an affiliate
of a larger cable company.

There is a tremendous potential for small business in satellite television

programming. Approving their applicaiton means more opportunities for small and
growing businesses in this critical field.

Sincerely,

AGENDA DYNAMICS, INC.

@

Jartet Harris-Lange,
President

Meeting, Event & Association Management Specialists Boardroom to Ballroom
1001 W. Jasmine Drive, Suite G » Lake Park, Florida 33403 USA « Phone 407/848-5066 + Fax 407/881-7364
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Dear Mr. Caton:

Re: Applications of TelQuest Ventures, L.L.C. for authority to establish earth
stations for operation with Canadian DBS satellites, File Nos. 758-DSE-P/L-96 and
759-DSE-L-96

I am writing today on behalf of TelQuest, a energetic, start-up telecommunications
firm that typifies the American entrepreneurial spirit. Unfortunately, this
remarkable young company has run up against a typical obstacle -- opposition from
a monolithic, long established cable corporation and future competitor.

TelQuest has applied to the FCC for a uplink license for its earth stations. That
license will enable TelQuest to provide competitive Direct Broadcast Satellite
service and programming, lowering the threshold for market entry by smaller,
independent companies. The start-up costs to these firms would be modest and in
return they’d receive a broad array of high quality programming. In other words,
TelQuest would be the little guys compete.

Which is why the big guys are opposing the TelQuest license so aggressively.

As a small business owner myself, ] sympathize with the expensive David and
Goliath battle TelQuest is being forced for fight. And I recognize how unnecessary
that fight is. TelQuest is a good company with a worthy product, a product that
would benefit both consumers and the U.S. economy. Depriving the firm of a
license benefits no one but the cable giants.

Most of the great communications inventions of our time were created in the

garages and workshops of bright, young entrepreneurs. I urge you to give TelQuest
a fighting chance to join ranks by approving their application for a license.

Sincerely,

Mﬂ/w

Carol H. Johnson, Pres.

3380 Monroe Avenue, Suite 106/Rochester, N.Y. 14618 (716) 381-8750
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Federal Communications Commission
2000 M Street, NW
Washington, DC 20006

Dear Mr. Caton:

Re: Applications of TelQuest Ventures, L.L.C. for authority to
establish earth stations for operation with Canadian DBS
satellites, File Nos. 758-DSE-P/L-96 and 759-DSE-L-96

As a member of the White House Conference on Small Business, I
helped define the goals and priorities of America’s small
businesses at last summer’s conference. One of the highest
priorities we set was increased competition in the communications
industry.

The first major step toward meeting that priority was the passage
of the Telecommunications Act of 1995, a piece of legislation the
Conference strongly supported. The next step is seeing the intent
of the legislation through and giving more companies a chance to
compete in the communications industry.

I believe that TelQuest, as an entrepreneurial venture, will help
level the playing field for smaller service providers. This kind
of competition is exactly what the Act was intended to promote and
precisely the sort of initiative the Conference hoped for when it
endorsed passage of the legislation.

With TelQuest in the market, smaller companies will be able to
offer the same services as the large cable companies-- and at
competitive prices. Independent cable companies will have access
to affordable national programming without folding into one of the
large cable conglomerates.

I support TelQuest’s application with the FCC and hope that more
companies will follow TelQuest’s lead in developing business models
that allow for more participation by small businesses.

Sincerely,

e s L

Kathy Donoghue
General Partner

707 Cayuga Creek Road A Buffalo, New York 14227 A (716) 893-9905 A Fax (716) 893-0844
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Federal Communications Commission
2000 M Street, NW
Washington, D.C. 20006
Dear Mr. Caton:

Re: Applications of TelQuest Ventures, L.L.C. for authority to establish earth stations for operation
with Canadian DBS satelites, File Nos. 758-DSE-P/L-96 and 759-DSE-L-96

As a member of the White House Conference on Small Business, I helped define the goals and priorities
of America’s small businesses at last summer'’s conference. One of the highest priorities we set was
increased competition in the communications industry.

The first major step toward meeting that priority was the passage of the Telecommunications Act of
1995, a piece of legislation the Conference strongly supported. The next step is seeing the intent of the
legislation through and giving more companies a chance to compete in the communications industry.

I believe that TelQuest, as an entreprenceurial venture, will help level the playing field for smaller service
providers. This kind of competition is exactly what the Act was intended to promote and precisely the
sort of initiative the Conference hoped for when it endorsed passage of the legislation.

The entrance of companies like Tel Quest into the video programming market will help ensure that small
businesses are able to compete effectively. With TelQuest in the market, smaller companies will be able
to offer the same services as the large cable companies - and at competitive prices. Independent cable
companies will have access to affordable national programming without folding into one of the large
cable conglomerates.

Keeping small businesses competitive in the market has benefits for the consumer as well. More
competition means consumers have more choices, forcing prices down.

1 support TelQuest’s application with the FCC and hope that more companies will follow TelQuest’s
lead in developing business models that allow for more participation by small businesses.

i M

Whitney Johns

NationsBank Plaza,. Suite 2025

414 Union Street

Nashville, Tennessee 37219

Fax 615-254-1856 Phone 615-254-1414
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Solomon and Robinson

ATTORNEYS AT Law April 26, 1996
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Re: Applications of TelQuest Vemtures, L.L.C. for authority to establish earth stations for Wik
operation with Canadian DBS satellites, File Nos. 758-DSE-P/L-96 and 759-DSE-L-96

Dear Mr. Caton:

As a member of the White House Conference on Small Business, 1 helped define the goals and
priorities of America’s small businesses at last summer’s conference. One of the highest
priorities we set was increased competition in the communications industry.

The first major step toward meeting that priority was the passage of the Telecommunications Act
of 1995, a piece of legislation the Conference strongly supported. The next step is seeing the
intent of the legislation through and giving more companies a chance to compete in the
communications industry.

I believe that TelQuest, as an entrepreneurial venture, will help level the playing field for smaller
service providers. This kind of competition is exactly what the Act was intended to promote and
precisely the sort of initiative the Conference hoped for when it endorsed passage of the
legislation.

The entrance of companies like TelQuest into the video programming market will help ensure
small businesses are able to compete effectively. With TelQuest in the market, smaller
companies will be able to offer the same services as the large cable companies--and at
competitive prices. Independent cable companies will have access to affordable national
programing without folding into one of the large cable congiomerates.

Keeping small businesses competitive in the market has benefits for consumers as well. More
competition means consumers have more choices, forcing prices down.

1 support TelQuest’s application with the FCC and hope that more companies will follow Tel-
Quest’s lead in developing business models that allow for more participation by small business.

Since;ely, é Z

Barbara Davis Solomon
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When Telesat Canada’s Anik E1 satellite went down last month, broadcast customers started
asking questions about the company’s reliability and its plans to sell most of the space on
future satellites to American users. They’re still waiting for the answers.

BY BEDEA DALCINN The Anik E1 failwe, Telesst Tromically, In an industry where @ In fact, thoee spots
AND PULIP DENONT Camada's third techuical failure i eonnnimmsu:xegoz b&]myhgd':::&w

The Frnanciel Pt four years, was notable not only for Telesatsn'tsv!nga-wd. * MCI Telecommenications Corp. paid
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satellite went down last fime, * gays  PImS to launch four new sateliites.at  Canada’s cight space slots, fixed minister of industry.
Cmcmsm(ﬁmhrdm tely 5400 million each, points from which satellites can  “Fimally someone wanted (o make
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l.ane who monitors basks of Telesat more than a Kitle distress. ical area that nms from to hose arbital slots for 13 yemrs and
screens displaying the TV sigmals Canada’s only domestic satelide Mexico and from Hawaii to Puerto  we neverheard & musmuy of interest
Cancom broadcasts 1o its cable cus  COMIpANY is under fire for Kico, in (hat real estate from anyoae.”
tamers, then had his worst suspicin  COMINg secret deals (o sell off valr  Telesat would benefit by launch-  Indeed, no one griped sbout Tele-
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m’eﬂlsmiﬁnehceednhﬂd for the financing fo get the sawllites  without come up with §1.6  have been the first time that Canadi-
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